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Hlunkapenxo LA. Lughposi mapkemuneo8i piuieHHs a0anmuHO20 PO3GUMKY NIONpueMcme po3opioHoi mopeieni. Haykoeo-
MemoouyHa cmammsi.

VY crarTi I0CTiHKEHO TEOPETUYHI aCEeKTH CY4acHUX BHIIB MAPKETHHTY — TPAAMLIHHMUIA Ta mporpecuBHuil. BusnaueHo ocHOBHI
BIAMIHHOCTI TpPagMIHOTO Ta MPOrPECHBHOrO BUIB MAapKETHHIY 32 KIIOYOBHMH ACHEKTAMH: METa, {HCTPYMEHTH, CIOCiO
B3a€MOJIT i3 CIIOKHBAa4eM, THII 3B 53Ky, TAaKTHKA Ta KaHAJIM HPOCYBAaHHs Oi3Hecy. APryMEHTOBAHO JOLIIBHICTh Ta BH3HAYCHO
OCHOBHI €TanM BIIPOBA/PKEHHS HPOTPECHBHOIO MAapKETHHIY B CHCTEMY AaJalTHBHOIO PO3BHUTKY MiIIPHUEMCTB PO3PiOHOT
TOpriBii. Pe3ynpTaToM HOCHTIIKEHHS € yIOCKOHAJICHHS OpraHi3aliiHO-PaKTHIHOTO Miaxoay 10 o0rpyHTyBanus digital-piriens
aJIalITHBHOTO PO3BUTKY PO3APiOHOI TOPTiBII, SIKMIT CTBOPIOE MOXKIMBICTE PO3MIMPEHHS ITHOBOI CIIOKUBYOI ayAUTOPii Ha OCHOBI
BUKOPHCTaHHs cyvacHux digital-MapkeTHHroBHX iHCTpYMEHTIB (cowiambHUX Memia, OmoriB, SEO-ontumiszawii caiity, 3 alls-to-
action, landing pages, e-mail ivent-mapkeTuHry, BipyCHOr0 MapKETHHTY, TOLLO).

Knouosi cnosa: adpoBa exoHOMIKa, IUQpoBizanis, afalTHBHAH PO3BUTOK, ITiIIPUEMCTBO po3aApiOHOI Toprisii, digital-pimrens,
MapKETHHT

Shinkarenko I.A. Digital Marketing Solutions for Adaptive Development of Retail Enterprises. Scientific and methodical article.
The article examines the theoretical aspects of modern types of marketing - traditional and progressive. The main differences
between traditional and progressive types of marketing are determined in terms of key aspects: purpose, tools, method of
interaction with the consumer, type of communication, tactics and business promotion channels. The expediency is argued and
the main stages of the introduction of progressive marketing into the system of adaptive development of retail trade enterprises
are defined. The result of the study is the improvement of the organizational and practical approach to the justification of digital
solutions for the adaptive development of retail trade, which creates the possibility of expanding the target consumer audience
based on the use of modern digital marketing tools (social media, blogs, SEO optimization of the site, with alls-to-action, landing
pages, e-mail event marketing, viral marketing, etc.).
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yMoBax HM(GPOBOI EKOHOMIKM Ta BHUCOKOI JIMHAMIYHOCTI KOHKYPEHTHOTO CEpeIOBHIIA BaXKJIHBE

3HAYeHHS U1 AaIalTUBHOTO PO3BHUTKY MIANPHEMCTB PO3APiOHOT TOpPTiBIi HAaOyBarOTh INHTAHHS

e(peKTUBHOTO (OPMYBAaHHS Ta BHUKOPHUCTAHHS BCIX CTPYKTYPOYTBOPIOIOUMX EJIEMEHTIB aIalTHBHOTO

MOTEHINay ISl JOCSATHEHHS KOHKYPEHTHHUX IepeBar. YCIIX peaisalii yrnpaBliHChKUX PillleHb 00
MOJANBIIOTO AJaNTHBHOTO PO3BUTKY IMIIMPHUEMCTB pO3ApiOHOI TOPriBII B yMOBaxX HU(PPOBOI EKOHOMIKH
BU3HAYAETHCS €PEKTUBHICTIO TA KOMIUIEKCHICTIO BUKOPHCTaHHS BCIX €JIEMEHTIB IOTEHIIaly, SIKi y CBOIO Yepry €
reHepaTopoM (hakTOpiB yCIiXy MiANPUEMCTBA HA CIIOKMBUYOMY PHHKY. KirouoBi ¢akTopm ycmixy OKpemoro
HiATPHEMCTBA po3APiOHOT TOPTiBII B yMOBax HU(POBOI €KOHOMIKH BH3HAYAIOTHCSA MEPEBAKHO €(hEeKTUBHICTIO
BUKOPUCTAHHS MapKETHHTOBUX €JIEMEHTIB B YIPABIIHHI Ta 3aJIeXaTh BiJl SKOCTI Ta CBOE€YACHOCTI MPHUHATTA
IUQPOBUX MAapKETHHTOBHX DpillleHb, peami3amis AKUX 3a0e3mednTh yCmix NpH peamizanii oOpaHOTro
CTPATErivHOr0 BEKTOPY aIallTUBHOTO PO3BUTKY.

AHaJti3 0CTaHHIX J0C/TiI:KeHb Ta myOaikanii

TeopernuHi Ta NMpaKkTHYHI ACHEKTH BIPOBAKEHHS HU(PPOBOr0 MApKETHHTY B JAISUIBHICTH BITUYU3HSIHUX
HiNPUEMCTB € IPEIMETOM aKTHBHUX HAYKOBHX JHUCKYCIHi BUCHHUX, CEpell IKMX BapTO BiJ3BHAYUTH JOCIIKEHHS:
10.0. l'onosuyk [1], C.I. I'puuenko [2], O.B. I'ymennoi [4], H.C. Innsmenxo, O.C. CaBuenxo [4], C.B. KoBaib-
gyyka, O.M. Kosinsko, [.B. JlicoBcskoro [5], M.A. Oxiangepa, O.0. Pomanenko [7], B.B. Py6an [8] Ta iHmux.

BunijieHHs1 HeBUpilIeHNX paHillle YACTHH 3arajbHoI NPod/IeMHu

Hes3Bakaroun Ha aKTyalbHICTh Ta Ba)KJIMBICTb OKpecieHoi npoOmemu, muTaHHsA oOrpyHTyBaHHs digital-
MapKETHHTOBUX PIillleHb aJalTHBHOTO PO3BUTKY PO3TISHYTI (PparMeHTapHO, MmO OOYyMOBIIOE HEOOXiTHICTH
MO/AJIBUIOT0 HAYKOBOTO MOMIYKY Y IAaHOMY HAIPSIMKY.

Memoto cmammi ¢ oOTpyHTyBaHHS KoMIUIekcy digital-MapkeTHHTOBUX pillleHb aJalTHBHOTO PO3BUTKY
M AIPUEMCTB pO3apiOHOT TOPTIBIIi.
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BuxkJiai 0CHOBHOT0 MaTepiajy J10CiIKeHHs

OCHOBOIO €)EKTUBHOTO PO3BUTKY IiIPUEMCTB PO3APIOHOT TOPTiBIIi B yMOBaxX HU(PPOBOI EKOHOMIKH € HOTro
HalJIEHICTh Ha 337I0BOJICHHS TOTped crioXkuBaviB. PO3BUTOK iHPOpMALiHHO-KOMYHIKaIlIHHUX TEXHOJIOT1H Halae
MapKeToJIoraM PO3LIMPEHI MOXKIMBOCTI IIOJI0 OpraHi3amii pexiiaMu, «BiJIICTEKEHHs» KII€HTIB Ta (OpMyBaHHS
ONTHMAJILHOTO aCOPTHMEHTY TOBAapiB Ha OCHOBI BHBYEHHS CIIOKMBUYHMX HepeBar. Takuid, JOCHTh IHTEHCHBHHN
PO3BUTOK iH(OpMaLiHO-KOMYHIKaLliHHAX TEXHOJIOTIH, 3 OJHOro OOKY, PO3LIMPIOE CIIEKTP MOXKIMBOCTEH
PO3MIUpPEHHS PUHKIB 30yTy, 30UIbIICHHS 00CATIB TOBApOOOOPOTY Ta 3pOCTaHHSA MPHOYTKY, 3 iHIIOTO — CIPHUSE
3aroCTPeHHI0 KOHKYpeHIil y cdepi po3apioHoi Topriemi. CydacHUM TPEHIOM € OMHIKaHANBHICTh (MOMIIUBICTH
CyMimeHHsl o(hJlaifH Ta OHJIAHH KaHATIB MPOJaxXy ToBapiB). BrmpoBamkeHHS nU(PPOBUX TEXHOJOTIH CTBOPIOE
MOJKJIMBICTh MiJABHIICHHS ONEPAIiifHOI e(eKTHBHOCTI BEIEHHS MISUTBHOCTI 4epe3 aBTOMATH3AIil0 TOBApHOTO
00Ky Ta CHCTEMH aHATITHIHOTO OOJIIKY.

B ymoBax mudpoBsizamii 31iHCHIOETHCS TIepeXi NOKYMIiB 3 oaifH 10 OHJIAH-CcepeNOBHUINa, 0 MoAupiKye
icHyroui Oi3Hec-MoJielli MiANPUEMCTB, CIIPUSE BIOCKOHAJIEHHIO METOJIB YNPAaBIiHHS (PIHAHCOBHUMHU MOTOKaAMH,
1110 MTPU3BOUTH JI0 3HAYHUX SIKICHUX 3MiH. PO3yMil0uHM IIHHICTh CIIOKMBAYa, IMiIPHEMCTBA PO3APiOHOT TOPTiBII
3IIMCHIOIOTh aKTUBHHMH MOUIYK 3aC00IB aKyMyJIOBaHHSA pi3HOro poay iHdopmauii mpo croxmuBada Ta ioro
croxuBui mepeBaru. Jlana indopmauis cnpuse GopMyBaHHIO ToAaNIbIIOl cTparerii po3BUTKY. B ymoBax
poBoi eKOHOMIKH e€(eKTHBHICTh TPaAMIIIIHOTO MapKETHHIY CTa€ HM3bKOIO, a CTapi MapKeTHHTOBI MOJei
BUSIBIISIIOTBCSL HeePEKTUBHUMHU. SIKIIO paHille mpoBaizepyu Nociyr abo el 3maraiucs 3a Miclie Y CBiJOMOCTi
CIIO)KMBaya, TO Terep MoTpidoHO GopoTtucs 3a emorii crokuBada. ChOroAHI B MAapKETHHTY MOBa MAa€ WTH IIPO
(opmyBaHHS HOBUX MOTped. Bee me BUMarae iHHOBAIHWX MiAXOMIB IUIA pO3pOOKH Ta BUKOPUCTAHHS HOBUX
IHCTPYMEHTIB MapKETHHTY.

AHauti3 mitepatypHuX JpKepen [1-8] mo3BONMB BUAUTUTH TaKi HAWIOMIUPEHINII BN Cy4aCHOTO MapKETHHTY
— BuXigHMi mMapketuHr abo Tpamuniinuii (“outbound-marketing") ta mporpecuBHHiI a00 BXiAHUI MapKETHHT
("inbound-marketing™).

Tpanuniiiauii abo Buxiguuit mapketunr (“outbound-marketing™) — e Tpaaumiiine npocysanHs 6i3Hecy, 3a
SKAM TIJIPHEMCTBO PO3JPIOHOI TOPTiBNI MNparHe JOHECTH CBOIO 1€I0 CBOTO TOBapy II€BHOI ayaMTOPil
(xiHueBuM cnoxuBayam) [7]. Jlamit Bux MapkeTHHry mnepeabayae BHKOPUCTaHHS ITiJIPHEMCTBOM
MOHOJIOTIYHOT'O BapiaHTy CIUIKYBaHHS i3 CIOKMBayaMy uyepe3 pi3HI BUAM peKiIaMH (Telie-, pajaio-, IpyKOBaHy,
30BHIIIHIO PEKJaMy, pEKJIaMHi OTOJIOIICHHS, PEKJIaMHi JIMCTIBKH, OpOLIypH, KaTajlor), BUCTABKH, 3[1HCHIOE
«XOJOIHI J3BIHKHM, MO0 3aBOIOBATH PWHOK, «IPOJABUTH» HOrO CBOE iHpopMamielo. TakuMm YHHOM,
MiATIPHEMCTBO PO3IPiOHOT TOPTIBII 3MYIIEHE arpecuBHO [isATH, MO0 NpuBEepHYTH yBary mo cebe. Cmifg
3a3HAYMTH, IO B YMOBax IHM(POBOI €KOHOMIKHM BUXITHHN MapKETHHT IIOAHS BTpadae e(eKTHBHICTH. IleBHi
MIepeBary € pe3yJIbTATHBHUMM JIMIIE Y BY3bKO CIPSIMOBAHUX Hillax po3ApiOHOT TOpPriBiIi.

Tepmin Bximuuii mapketunr "inbound-marketing” 6ys BBenenuit bpasu XasmriraHom, sIKHii 3apOIIOHYBaB
HOBHH CIIOCiO BeJCHHS peKIaMHUX KaMIaHii: MOTCHIIIHHUN KIII€HT 3HAHOMHUTHCS 3 MISUTBHICTIO ITiIIPUEMCTBA,
CTS)KHUTH 32 HUM 1 IOYMHAE HOMY JOBIPSTH III€ 10 TOTO, SIK BUHHUKAE ToTpeda y ToBapi [2].

[MporpecuBHMii MapkeTHHr (BXIiJHUWI) — 1€ IHHOBaUidHUKA Crocid 3amydeHHs KIeHTiB y Oi3Hec, IO
nependavae MMpoCyBaHHS IMIANPUEMCTBA PO3APIOHOT TOPriBii y IMOUIYKOBHUX CHCTEMaX, COLIAIbHUX MEpexax,
EJIEKTPOHHHUX BHJAAHHAX Ta Ojorax, uepe3 crBopeHHs RSS-kaHaniB, a Takox 3a JOIOMOTo00 iHIIHMX (opM
KOHTeHT-MapkeTHHry [5]. IlmaTHa mnomykoBa pekiama BBaXKA€TbCs BXITHHUM MapKETHHTOM, OCKIUJIBKH
OTOJIOIICHHS IMIANMPHEMCTBA BIIOOPaKAIOTHCS JIMIIIE TOJI, KOJH KOPHUCTYBaul 3MIHCHIOIOTH MOIIYK TOBapiB abo
nocayr [4].

BBaxaemo, 1m0 B JaHWii Yac NMPOTPECUBHUN MapKeTHHI € HaWOuIbIl eEeKTHBHHM CIIOCOOOM 3alydeHHS
CHOXHBAYIB MiAIPUEMCTB PO3APIOHOT TOPTIiBNi, HE BUTpAdalOYd IPH FOMY 3HAYHHUX ()iHAHCOBUX KOIITIB Ha
pekiaMy Ta mpocyBaHHA. OCHOBHMM 3aBJaHHSIM IIbOTO BHAY MApKETHHTY € BHKIMKAaTH 1HTEpEC y IUILOBOT
ayaMTOpii, @ TakoXX 3aXONHUTH MOKYIIB IIHHUM KOHTEHTOM IIpO NepeBard LiHHICHOI TOBAapHOI IMPOIO3MIii
OKpPEMOTO MiAMPUEMCTBA PO3APIOHOT TOPTIBIII.

Crip 3a3HaYUTH, 0 KOXKHE MIANIPUEMCTBO PO3JIpiOHOI TOPriBIli caMOCTIHHO 00HMpae Hale(heKTUBHIMUI BUA
MapkeTuHry. Jns NpUHHATTSA BiATOBIAHMX YNPaBIIHCHKUX pIMICHh HA OCHOBI y3arajgbHEHHS JiTepaTypHHX
mkepen [1-8] HaMm CKIIaZieHO TMOPIBHSUIBHY XapakTePUCTHKY TPAIUIIHOTO Ta TPOTPECHBHOTO BHIIB
MapkeTuHry (puc. 1).

BiamosigHo 10 puc. 1, OCHOBHA BiIMiHHICTh MiXK BXiJHHM Ta BUXiJTHUM MAapKETHHTOM TIOJISITA€ B TOMY, IIIO
BUXIZIHUIl MapKEeTHHI' BUKOPHUCTOBYE CTPATETi0 MOIIMPEHHs iHpopMalii mpo ToBap MiANpPUEMCTBA PO3APiOHOT
TOPTIBII, a BXIIHMH — CTPATErito 3ally4eHHs LIb0BO1 ayanTopii. ToMy OCHOBHOIO METOIO BXiJJHOI'O MapKETHHTY
€ TeHepallis Jiy.

Jlin (Big anrn. Lead — Becty, HaBecTH, HABOIUTH) SIBIISIE COOOIO TEPMiH y cepi MapKETHHTY Ta PEKIaMHu,
KOHKPETHI JIiT CIOXHBaYiB, sIKi BIJOMPAIOTHCS peKJIaMO/IaBLEM 3a MOTPIOHNME HoMy KpuTepisimu [6, c. 297]. Jlin
— 116 «XOJIOHUH KOHTAKT», TOOTO Iie BCi MOTEHIIIHI CIIOKUBaYi, SIKi B3aEMOJIIIOTH 3 IiJIPHEMCTBOM PO3piOHOT
TOPTIBJIi 32 JOMOMOTOIO J3BiHKIB, 3asIBOK Ha CaMTi, MMOBIJJOMJICHb B OHJIalH-4aTi, JMCcTiB, CMC-TIOBiTOMJICHb Ta
IHIUX iHQOpMaLIHHUX Kepen [4].

Ominka Baptocti gy CPL (cost per lead) po3paxoByeTbest 3a popmMymoro:
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PucyHok 1. AnbTepHaTUBHI BUAN MApKETHHTY JUIS aIalITUBHOTO PO3BUTKY
HiANPUEMCTB po3apiOHOT TOpTiBI
Jlcepeno: cknadeno aemopom 3a mamepianamu [1-8]

[IporpecuBHuii MapkeTHHr (BXiIHMHA) Ha BigMiHy Bix TpaaunidHoro (outbound-marketing) edexr
JIEMOHCTPY€E HE BiJpa3sy, a J03BOJISIE HOr0 OTPHUMYBATH 32 YMOBH IHBECTYyBaHHs (hiHAHCOBUX PECYPCIB y SIKICTb
KOHTEHTY, SIKMH € OJHHMM i3 BaXJIMBMX IHCTPYMEHTIB, LIO JO3BOJISIE IIPUBEPHYTH yBary CIOXHBada J0
MiAIPUEMCTBA pO3aPiOHOT TOPTIBIII.

53



IInakapenko LA. Iugposi mapkemuH20861 piuieHH A0anmMueHO20 Po38UMKY nionpuemcme po3opibHoi mopeaient

Orxe, e(EeKTHBHICTh YNPABIIHCHKHX pPIillleHb IMOAO AJAaNTHBHOTO PO3BUTKY IMiAINPUEMCTBA PO3apiOHOT
TOPTiBJIi B yMOBax mu(poOBi3allii 3aJeKUTh BiJl CTPYKTYPOBaHOCTI IPOTPECUBHOTO MapKeTHHTY. OCHOBHI eTaru
BIPOBAKCHHS IPOTPECHBHOTO MAapKETHHTY B CHCTEMY aJalTUBHOTO PO3BHUTKY ITIJIPHEMCTBA PO3APiOHOI
TOPTiBIIi:

1. ®opMmyBaHHS TOMUTY y BUIJLANI SKICHOTO KOHTEHTY MiANPHEMCTBA PO3APIOHOI TOPTiBII HAa OCHOBI
myOumikanii moTpiOHOTO KOHTEHTY Y NOTpiOHOMY Mictii. [IporpecuBHII MapKETHHT CTa€ aKTYaIbHUM 1 KOPHCHUM
SK JJIsl CHOKMBAYiB, TaK 1 MiANPHEMCTBA PO3APIOHOT TOPIiBII, OCKIJIBKH J03BOJISIE OTPUMATH iH(POPMAIIIO PO
MOTECHIIHNX Ta IJIbOBUX CHOXKMBAuiB, NEPCOHANI3YBaTH MEHEIKEPH Ta HAJIAro/PKyBaTH IX IiJ KOHKpPETHI
NoTpeOu croxuBayiB. JlaHWi BUI MapKETHHTY € MYJIbTHKaHAJIbHUM, OCKUIBKH JI03BOJISIE 311HCHIOBATH 3B SI30K 13
CIO)KMBayaMy 4epe3 pi3HI KaHalu KoMmyHikauii. Pazom 3 mmMm Mae BinOyBaTHcsl 1HTErpamist B IpOrpECUBHHUNA
MapKeTHHT, OCKUIBKM SIK IMyOumikamii, Tak i IHCTpYMEHTH aHaJITHK{ MOBHMHHI NpALIOBaTH Pa3oM SIK €JUHUH
MEeXaHi3M.

2. 3aryyenHs croxxuBadiB. [lependadae cTBOPEHHS AKICHOTO IMOTEHIIIITHOTO TpadiKy, SKHA 3pEIITO0 MOXKHA
KOHBEPTYBaTH B JIOW Ta pEANbHHUX CIIOKHUBAYIB MigOpHEMCTBA po3apiOHOi TopriBmi. OCHOBHUMH
iHCTpyMeHTamu € HacTymHi [2, 4, 6, 8]:

— 0J10TH, OCKUTBKY BXITHUI MapKEeTHHT MOYMHAETHCS 3 OyoTy. 3TiTHO 31 CTATHCTHKOIO, CHOTOAHI OJIOTH MalOTh
3HAYHHUN TIOITUT, OCKUTBKH € e(pEKTHBHAM CIIOCOOOM 3aITydeHHS HOBHX BiJIBiTyBadiB Ha CAMT IiAMIPUEMCTBA;

— COIliabHI MEpeXi € OJHUM 13 HaWOIMBII BHanmuX MalJaHYMKIB IS PEKIaMH IPOTYKIIi IMiAIpHEMCTBA
po3npiOHoi Topriemi. KopucTyBadi, mpoBoAsYM Yac y COIAIbHUX MEpPEekax, TOpPTalTh CTPIYKY Ta
LIKaBISATHCS KOHTEHTOM IIANPUEMCTBA. SIKICHMH KOHTEHT MOXE CTAaTH BIpYyCHUM (OCKIJIbKM KOPHCTYBaui
COLIAJIbHUX MEPEeX MOAUIAIOYHCH I[IHHUM KOHTEHTOM MK 0000, J03BOJISIIOTH MIANPUEMCTBY PO3APIOHOT
TOPTiBII B3aEMOISTH 3 TIOTCHIIIHHOO ayTUTOPIEI0);

— SEO-ontumizauis caiity (Search Engine Optimization) 103BoJisle IPONOHYBAaTH KOPUCTYyBayaM peJIeBaHTHI
3allUTH B TOIIYKOBHX CHCTeMax. [IpH I[bOMy KOHTEHT Mae OyTH HE JIMIIE I[IKaBUM I KOPUCTYBadiB, a i
ONTHMI30BaHUH JUTA MOUTYKOBHUX CHUCTEM. JlaHWI iHCTpYMEHT € JOCUTh €()EKTUBHHUM i HE MOTpedye 3HAUHUX
Butpat. [lo Toro x, SEO Mae mupoki MOKIMBOCTI I aHAITHKH Ta BUMIPHOCTI pi3HUX MeTpuK. CIio)KuBadi
3a3BUYail MOYMHAIOTH IMPOIEC KYIBI TOBApiB 3 MOIIYKY iH(OpMAaLii Mpo HFOTO B IMOITYKOBHUX CHCTEMaX,
tomy SEO-onTuMizamis Ma€ KIIFOY0BE 3HAYCHHS.

3. KoHBepTyBaHHA KITI€HTIB y MOTEHIIHHAX CIOXXHMBAYiB MiAIpHEMCTBA po3napibHOi Toprimi. [lependauae
30UpaHHs] KOHTAaKTHOI iH(opMamii Mpo MOTEHIIHHUX CcHoxuBayiB. s IbOTO MOKHA BHUKOPHUCTOBYBATH
HactynHi digital-inctpymenTu [1]:

— calls-to-action — saknuku g0 meBHOI il (KHOMKK ab0 MOCHIAHHS), SIKi 320X04YyIOTh BigBigyBauiB caifTy
BUKOHATH MEBHI [il (HANpHKIAJ, «3aBaHTAXUTH IHPOPMAIIO MPO TOBAp», «BIJBINATH INPE3CHTALIIO).
BukopucTaHHs JaHOTO IHCTPYMEHTY 3a0e3reuye MiIBUILeHHs e(DEKTHBHOCTI ITPOIIeCy TeHepyBaHHs JIiIiB;

— landing pages (mocaikoBi CTOpiHKH) — I CTOpiHKAa IIIIPHEMCTBA PO3IPIOHOT TOPTIBII, SIKa CIIOHYKAE
MOTEHIIIfHOTO CHOXKMBadya BUKOHATH NEBHY [il0 (mpuabaTu ToBap, 3amicaTHCs Ha IIEBHUH 3axif,
MepeAIIATUTH PO3CHIIKY iH(pOpMAIIii PO BHUTIIHI MPOIO3HILii, iH.);

— 0a3za KOHTaKTiB — JO3BOJISIE BIJIICTE)KYBATH KOHBEPTOBAHI AW Ta CIPHUSE ONTUMI3aIlil KOMYHIKaIiit
MiATIPEEMCTBA PO3APIOHOT TOPTIBI 31 CITO’KUBAYEM 3 METOIO BUBYCHHS HOTO mMoTped Ta OLIBIN e)eKTHBHOTO
1X 3aJ0BOJICHHSI.

— (opMH NepCOHAIBHUX JaHUX — IHCTPYMEHT, sIKuil 03Boiisie chopMmyBatu iHOpMaLiiiHy KIIIEHTChKY 0a3y.
[TporoHoBaHa KJieHTY (hopMa MEPCOHANBHUX JaHUX Ha CAaWTI MiAIPUEMCTBA PO3]piOHOT TOpPriBii Mae OyTH
MaKCHMaJIbHO ITPOCTOIO Ta 3pYUHOIO JUIS 3aIIOBHEHHS.

4. KoHBepreHIlis CIOXKUBAdiB 3 MiANPUEMCTBOM pPO3apiOHOI Toprieii. [licis 3amydeHHS CIIOKMBadiB Ta
KOHBEPTYBaHHS iX y JIIW , 3aBJAHHAM IiJIPHUEMCTBA PO3APIOHOT TOPTIBII € «IIEPETBOPEHH» iX Ha HiTHOBUX
croxuBaviB. [l 1p0r0 e()eKTUBHUMH € HACTYIHI iHCTPYMEHTH 30JIDKEHHS BXiZHOTO MapkeTHHTy (inbound-
marketing) [4]: omiHka JigiB (JI03BOJISIE 3IIMCHIOBATH OLIHKY €(QEKTUBHOCTI KOMYHIKAIIHHOTO 3B’S3KY 3
CIIO)KMBayeM 3a CTYNEHEM T'OTOBHOCTI /10 B3aeMoJii); e-mail po3cuika (J103Boiisie yepe3 sIKiCHUH, KOPUCHUI Ta
peNeBaHTHUI KOHTEHT C(OpMYBATH JOBIpYy 10 HiANPUEMCTBA PO3APIOHOI TOPriBil 3a YMOBH JOTPUMAHHS
NpaBWia «HEHAaB S3IMBOT» PO3CHIIKM, IO JIO3BOJISIE HE MOTPAIUIATH JIMCTaM JIO cllaMy); aBTOMaTh3allis
MapKeTHHTy — Lie Mpolec, SIKHi BKItoyae poboty 3 e-mail-marketing Ta 30iibplieHHs JiAIB 3 ypaxXyBaHHIM
noTped Ta IUKIY KOXKHOTO JIAY; 3BITHICTH (IHCTPYMEHT, SIKMH [1O3BOJISIE BHU3HAUUTH, SIKI MapKETHHIOBI il
NPHUHOCATh €(EeKTHUBHI iAW, OWIHUTH IHTETPOBAHICTE CHCTEMH YIPABIiHHSA MPOAAKAMH Ha MiANPHEMCTBI
po3npiOHOI TOpPriBmi).

5. IlepeTBOopeHHA MOTEHIIHHUX KII€HTIB B MOCTiHHMX. KIIOYOBMM 3aBOaHHAM BHXIIHOTO MAapKETHHTY €
moOyIoBa JOBTOCTPOKOBUX JIOBIPUMX BIJHOCHH i3 CHOXKHBadaMH, TOOTO MEPETBOPEHHS B IIJILOBY ayJAUTOPIIO.
Jig nporo mocuTh e(EKTUBHIMH € HACTYIHI MapKeTHHIOB1 iHCTpyMeHTH [1, 3, 7]: po3ymHi calls-to-action , ski
HA/IaBaTUMYTh PI3HOMAHITHI TPOIMO3UIlI KOPUCTyBauaM; COLIANbHI MeJia, IO J03BOJIUTh 3a0e3ledyBaTH
00CIIyroByBaHHs CIIOKMBAYiB y PEXXUMI peaJbHOro 4acy; e-mail po3cuika Ta aBTOMaTH3alisi MapKEeTHHTY, Ki
HaJaloTh CIOXXKHBayaM SIKICHUM KOHTEHT Ta CHPUSIIOTH JOCSTHEHHIO ITOCTaBJICHHMX ITiJIIPHEMCTBOM PO3JPiOHOT
TOPTiBJI LITBOBHX CTPATETiYHMX BEKTOPIB PO3BUTKY, @ TAKOXX 3alpONOHYBATH KII€HTAaM HOBI TOBapH Ta
(hyHKIIT, 110 TX IiKaBIATH.
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TakuM YMHOM, Ha OCHOBI y3arajbHEHHs PE3YJIbTATIB MPOBEICHOrO MOCIHI/KEHHS, a TAKOXK 3 OMIIsAy Ha
HEOOXiTHICTh OIIIHKA pPe3yJbTaTUBHOCTI BHXIJHOTO MapKETHHTY B MIiANPHUEMCTBAX pO3ApiOHOI TOPTiBIIi,
PO3pO0ICHO MOEINb, MPE/CTABICHY Ha pHC. 2.

BcranoBneHHS 1isieii aqanTHBHOTO PO3BUTKY ITiAPHEMCTBA pO3ApiOHOT TOPTIBII B yMOBaxX IU(pOBi3alii

Y

®opmyBaHHS KOMIUIEKCY HIU(PPOBUX MAapKETUHIOBHX PillIEHb

( -
PosmmpenHs croxuB4oro + .| ®DopMyBaHHA CHIOKHBYOTO MOTIUTY Ha OCHOBI
CCIMCHTY SIKICHOTO KOHTCHTY
[HdopMOBaHiCTh CHOKMBAUIB PO TOBAP  fee—> Bucsitnenns mopii
T T
| T T T T S S (A STttt ST T T |
| i IHTepHer i : Couianbhi Mepexi 1, baorn ! SEO-onrtumizanis callTy ! :
. S o ___ L P L
Y | faaluielpefuloiefiiutuleulptebuloiuteluiulpinfuloispuietubuigu /

KonBepTyBaHHS BiIBiTyBadiB CaiiTy B MOTCHIIIHHUX CIIOKUBAYiB
MIANPUEMCTBA PO3piOHOT TOPriBIi

. — Digital-inctpymentu 360py indopmariii npo
TenepyBaHHs i | MOTEHIIIMHUX CIIOKUBAYiB

[ calls-to-action ” 0a3a KOHTAKTiB ]

[ landing pages ” (opMHU MEepCOHATBHUX JaHUX ]

KonBepreH1is cnoxuBadiB Ta MiIPHEMCTBA PO3APiOHOT TOPTIBII

IBEHT-MapKETUHT
(mapremunz-nooiit)

Ouinka J1iiB | Tpadix 3a sanumamu | ‘E-mail MapKETHHT

Kiouosi JlostpHICTE 6i08idy8auis
iHOukamopu < KPI caumy

epexmuenocmi Kougsepcis (nionucka,

3A6AHMAIICEHHS)

Iocunenns odmaitn
Ta OHJIAWH pEeKJIaMU

Bipychuit
MapKeTHHT

KonBepreHiis crio)xuBaviB Ta MiAMPHEMCTBA PO3APiOHOT TOPTIiBI

e ——
«Posymni» calls-to-action Coyianvni media Asmomamuzoeanuii Mmapxemune

BcranoBneHHs mapaMeTpiB OLMIHKH pe3yIbTaTHBHOCTI cTpareriuHoi mporpamu digital-mapketnnry

[TapameTpu: [Tapamerpu: IMapamerpu:
Yinbo8a KiNbKicmb 8I08I0Y8auie 50% nosmopnux 8izumie 50 nionucnuxie na inmepnem-
caumy nionpuemcmea po3opioHol Ha caim nionpuemcmed KaHanu nionpuemcmesa
mopzieni PO30piOHOT mopeieni PO30pibHOI mopeieni

Pucynox 2. CTpyKTypHO-JIOTi4Ha cXeMa po3poOKH Ta pearizallii MapkeTHHroBoi digital-mporpamMu aganTUBHOTO
PO3BUTKY MiAPHUEMCTB PO3ApiOHOT TOPTiBIi
Locepeno: enacna pospobka agmopa

TakuM YHHOM, 3aNPONOHOBAHHMM OpraHi3aliHO-NPAaKTHYHUN MiAXix g0 oOrpyHryBaHHs digital-pimens
a/IalITHBHOTO PO3BHUTKY PO3JIPiOHOT TOPTiBIIi CTBOPIOE MOKJIMBICTD PO3MIMPEHHS LITbOBOI CHOXXUBYOI ayAnTOPii
Ha OCHOBI BMKOpPHUCTaHHS cy4dacHHX digital-MapKeTHHrOoBUX IHCTpYMEHTIB (colialbHMX Mexia, Oiorie, SEO-
onTuMi3aLil caiTy, 3 alls-to-action, landing pages, e-mail ivent-mapkeTHHIy, BipyCHOIO MApKETHHT'Y, TOLLO).

BucHoBkn

udposizamiss ekoHOMIKM TpaHCHOPMYE CHPHUHMHATTS Ta OYIKYBaHHS CIOXXKHBada. 3abe3redeHHs
KOHKYPEHTOCTIPOMOKHOCTI ITAMPUEMCTB pO3ApiOHOI TOPTiBII B JaHWX YMOBax 3MYIIYE 3MIHHTH MO
opranizaiiii 0i3Hecy, MOMEIIOIYN CTPYKTYpYy TPOCYBaHHS IIIHHICHOT TIPOMO3MINI, 3amisiHUI IepcoHal,
JITOPUTMHU KOMYHIKAIll i3 CIOXMBa4aMH Ta MapTHEPaMH, a TaKOX MEPErVITHYTH MiF0Yi CTpaTerii po3BUTKY,
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aZlanTyBaTH iX 3 ypaxyBaHHAM HOBOI IU(poBoi peanbHOCTi. Cdhepa po3apiOHOT TOPTIBIII AKTUBHO MEPEXOIUTH Y
mudpoe cepenopuiie. OCHOBOIO KOHKYPEHTHOTO PO3BUTKY TMiANPUEMCTBA PO3apiOHOI TOPTIBI Y IIUPPOBOMY
CepeIOBHIII € HOT0o HAIUICHICTh Ha 3aJOBOJICHHS MOTPEO CIIOKWBAYiB, CTBOPEHHS KIFOYOBUX (PaKTOPIB YCIIXYy.
ApryMeHTOBaHO, MO IUQPOBI3aIld aKTyami3ye HHUTAHHS NEPEOCMHUCICHHA KOMYHIKANid 3 CIIO)KMBAa4eM Ta
po3pobOku HoBuX digital-pilleHs aganTUBHOTO PO3BUTKY MIANPHEMCTB po3apiOHOi TopriBmi. PosrmsaayTo
ANbTEpPHATHBHI BHIM MapKETHHTOBHX pIlIEHh aJaNTHBHOTO PO3BUTKY IiIIPUEMCTB pO3ApiOHOI TOpPTiBIi.
OxapakTepu30BaHO TPAAWIIHHUK Ta NMPOTPECUBHUI BUANW MApKETHHIY: BU3HAYECHO IX NEpeBard Ta HEJONIKH.
Bu3HaueHO OCHOBHI eTanu BIPOBAJDKEHHS HPOIPECHBHOIO MAapKETHHTY B CHCTEMY aJalTHBHOIO PO3BHTKY
HiAnpueMcTBa po3apiOHOT  TopriBimi. Po3po0ieHo CTPYKTYpHO-JOTi4HY cxeMa po3poOKM Ta peasizamii
MmapkeTuHroBoi digital-nporpammu aganTHBHOTO PO3BHUTKY IIJNIPUEMCTB PO3ApiOHOI TOpriBii. 3 METO
3a0e3MeueHHsT BHUCOKOTO PiBHS JIOSJIBHOCTI CIIOKMBad4iB, ()OPMyBaHHS CTIHKMX KOHKYPEHTHHX II€peBar,
JIOCSITHEHHSI BUCOKOTO PiBHSI KOHKYPEHTOCIIPOMOYHOCTI, JIOCTaTHBOT'O ISl YCIIITHOTO PO3BUTKY MiANPUEMCTBA
pecTopaHHOTO 0Oi3HECy y Cy4acHOMY PHHKOBOMY CEpEIOBHINI, 3alPOMOHOBAHHWN OpTraHi3amiiHO-TIPaKTHIHIHA
miaxig mo obrpynryBanHsa digital-pileHp aganTHBHOTO PO3BHUTKY PO3IPIOHOI TOPTIBII CTBOPIOE MOMIIMUBICTB
PO3IIUPEHHS IIUIFOBOI CITOKMBYOI aymuUTOpii Ha OCHOBI BHKOpHCTAaHHS cydacHuX digital-MapKkeTHHroBHX
iHCTpyMeHTiB (comianpHUX Memia, Omoris, SEO-ontumizarii caiity, 3 alls-to-action, landing pages, e-mail ivent-
MapKeTHHTY, BIpyCHOT'O MapKEeTHHTY, TOLIO).

Abstract

The article substantiates that the basis of adaptive development of retail trade enterprises in a competitive
environment is its orientation towards meeting the needs of consumers. The transition of buyers from an offline
to an online environment modifies the existing business models of enterprises, contributes to the improvement of
methods of managing financial flows. In the conditions of the digital economy, the creation of key success
factors for retaining regular customers and attracting new ones is possible based on the active implementation of
innovative marketing tools.

A comparative analysis of outbound-marketing and inbound-marketing types of marketing was carried out
according to key aspects: purpose, tools, method of interaction with the consumer, type of communication,
tactics and business promotion channels. It is argued that the effectiveness of management decisions regarding
the adaptive development of a retail enterprise in the conditions of the digital economy depends on the structure
of progressive marketing, which creates the opportunity to attract customers and provides for the promotion of
the retail enterprise in search engines, social networks, electronic publications, and blogs, through the creation of
RSS channels, as well as with the help of other forms of content marketing. It was determined that a feature of
progressive marketing, in contrast to traditional marketing, is obtaining an effect only under the condition of
investing financial resources in the quality of content. Inbound-marketing puts an "emphasis on values" — each
consumer moves through the sales funnel and has the opportunity to determine the value of the product for
himself at each of its stages. At the time of the main offer, the consumer is already well acquainted with the
brand, understands its competitive advantages and is ready to take advantage of the offer

The main stages of the introduction of inbound marketing into the system of adaptive development of retail
trade enterprises are characterized: 1) the formation of demand in the form of high-quality content of the retail
trade enterprise; 2) creation of high-quality potential traffic; 3) converting clients into potential consumers of the
retail enterprise; 4) convergence of consumers with the retail enterprise; 5) conversion of potential customers
into regular customers.

It is argued that when implementing digital marketing solutions, their effectiveness should be evaluated. To
do this, it is suggested to calculate the CPL indicator as the ratio of the marketing budget to the number of leads.
In order to ensure a high level of consumer loyalty, the formation of sustainable competitive advantages, and the
achievement of a high level of competitiveness, an organizational and practical approach to the justification of
digital solutions for the adaptive development of retail trade has been developed, which creates the possibility of
expanding the target consumer audience based on the use of modern digital marketing tools (social media, blogs,
SEO site optimization, with alls-to-action, landing pages, e-mail event marketing, viral marketing, etc.).

Cnucok Jgitepatypu:

1. TonoBuyk, }0.0. LudpoBuii MapkeTHHr SK iHHOBAIIMHUI IHCTPYMEHT KOMYyHiKamiii. EkoHoMmika i
cycninberBo. 2018. Bum. 19. C. 337-341.

2. TI'punenko, C.I. IludppoBuil MapkeTHHr — HOBa MapaJurMa PO3BUTKY OCBITHIX KJIacTepiB B yMOBax
rinobanizauii. BicHuk ekonoMiuHoi Haykn Ykpainu. 2016. Ne 1 (30). C. 29-31.

3. T'ymenna O.B. CyuacHi iHCTpyMeHTH IIM()POBOTO MapKETHHIY B CUCTEMI IHTETPOBAaHUX MapKETHHIOBUX
komyHnikaiiii. Haykosi 3amucku HaYKMA. Exonomiuni Hayku. 2016. T. 1. Bum. 1. C. 48-53.

56



ISSN:2521-6384 (Online), ISSN: 2521-103X (Print) N93(21), 2022 Economic journal Odessa polytechnic university

Imnsmenko H.C., Capuenko O.C. SEO-onTumizalis K Cy4aCHHH iHCTPYMEHT iHTEpPHET-MapKETHHTY.
Inpopmaruka. Ne 6. 2011. [Enextponnuii pecypc] — Pexxum gocrtymy: http://mmi.fem.sumdu.edu.ua/
sites/default/filessmmi2012_3 63 74.pdf.

KoBampuyk C.B., Kosimpko O.M., JlicoBcekmii 1.B. Ponp 1mudpoBoro MapkeTwHTy B akTHBI3amil
MDKHapOZHOI Oi3HeC-NisTTPHOCTI migmpueMcTB. MapketuHr i mudposi texnomorii. 2018. T. 2. Ne 1.
C. 55-73.

Mapuyk O.O. IludpoBuii MapKeTHHI SK IHHOBAIlifHWMII IHCTpYMEHT ymnpaBiiHHA. ExoHoMika i
cycninberBo. 2018, Bum. 17. C. 296-299.

Oxunannep M.A., Pomanenko O.O. Creun¢iuni BiIMiHHOCTI IM(POBOTO MapKETHHIY BiJ IHTepHeT-
MapkeTHHTy. ExoHOMiuHMii BicHMK HarioHanpHOro TexHiyHOTO yHiBepcutery Ykpainu «KuiBchkuii
noJiTexHiuHuH iHcTUTYT». 2015. Ne 12. C. 362-371.

Pyban B.B. IludpoBuii MapkeTHHr: poJib Ta OCOOJMBOCTI BHUKOPUCTAHHSA. EKOHOMIYHHN BICHHK
3amopi3pKoi AepkaBHOI imkeHepHOT akagemii. 2017. Bumyck 2-2 (08). C. 20-25.

References:

Ot

Holovchuk, Yu.O. (2018). Digital marketing as an innovative communication tool. Economy and
society, vol. 19, pp. 337-341 [in Ukrainian].

Hrytsenko, S.I. (2016). Digital marketing — a new paradigm of development of educational clusters in
the conditions of globalization]. Visnyk ekonomichnoi nauky Ukrainy. Bulletin of Economic Science of
Ukraine, 1 (30), pp. 29-31 [in Ukrainian].

Gumennaya, O.V. (2016). Modern tools of digital marketing in the system of integrated marketing
communications. Scientific Notes of Naukma. Economics, vol. 1, pp. 48-53 [in Ukrainian].

Illiashenko, N.S., & Savchenko, O.S. (2011). SEO-optimization as a modern tool of Internet marketing.
Informatyka, 6. Retrieved from: http://mmi.fem.sumdu.edu.ua/sites/default/files/mmi2012_3 63
74.pdf [in Ukrainian].

Kovalchuk, S.V. Kovinko, O.M., & Lisovsky, 1.V. (2018). The Role of digital marketing in the
activation of international business activities of enterprises. Marketing and digital technologies, vol. 2,
1, pp. 55-73 [in Ukrainian].

Marchuk, O.0. (2018). Digital marketing as an innovative management tool. Economy and Society,
vol. 17, pp. 296-299 [in Ukrainian].

Oklander, M.A., & Romanenko, A.A. (2015). Specific differences between digital marketing and
Internet marketing. Economic Bulletin of the National technical University of Ukraine "Kiev
Polytechnic Institute, 12, pp. 362-371 [in Ukrainian].

Ruban, V.V. (2017). Digital marketing: role and features of use. Ekonomichnyi visnyk Zaporizkoi
derzhavnoi inzhenernoi akademii. Economic Bulletin of the Zaporozhye State Engineering Academy,
Issue 2-2 (08), pp. 20-25 [in Ukrainian].

ITocunannsn na cmammio:

Hlunxapenxo 1.A. Lughpoei mapkemuneosi piuteHHss A0anmueHo20 po3gUMKy niOnpuemcme po3opionoi mopeieni /
LA. Hlunkapenxo Il Exonomiunuii scypuan Odecokoeo nonimexuiunozo yuigepcumemy. — 2022. — Ne 3 (21). — C.
51-57. — Pesicum docmyny oo scypn.: https://leconomics.net.ua/ejopu/2022/No3/51.pdf.

DOI: 10.15276/EJ.03.2022.6. DOI: 10.5281/zenodo.7644763.

Reference a Journal Article:

Shinkarenko I.A. Digital Marketing Solutions for Adaptive Development of Retail Enterprises / I.A. Shinkarenko //
Economic journal Odessa polytechnic university. — 2022. — M 3 (21). — P. 51-57. — Retrieved from
https://economics.net.ua/ejopu/2022/No3/51.pdf.

DOI: 10.15276/EJ.03.2022.6. DOI: 10.5281/zenodo.7644763.

® This is an open access journal and all published articles are licensed under a Creative Commons "*Attribution™ 4.0.

57



